
flow tn a short p e ri od of time, and create a business 
that could become one of the major mail order 
operatio ns in the country. The concept is to provi de 
groups with a simple way to raise funds that will ap- 
peal to members and not involve them in door-to* 
^oof selling or putt ing on events that are ha rd work 
and sme consuming, and at the same time can raise 
substantial amounts of money for the club, with little 


worn or eiiuri on me jjoii 

For lack of a better name, I will call this concept 
Postal Parties, It is a^ponsored mail order se lli ng 
program whereby members of groups send a^ mer- 
chandise offer to their relatives and friends 
an ywhe re in the count ry, offering them a pro duct 
they can use and a chance to win a Suable prize. It 
would work something like this: You offer the prod- 
uct and a system for members to mail the offer, to 
buy the product, to people they luriow. When the 






order to the group, fil l the ord er and mail it back to 
the person placing the order. When the person 
sends in the order they have a chance to win a 
valuable prize in a sweepstakes contest you sponsor. 
This program becomes self-seeding in that those that 
order the product receive a brochure in their 
packaqcihat otfera them t he same program to raise 
money for their group. Since they Tsnow it worked 

own group about the program and some will par- 
ticipate . Thus , after you ge t a few group s to try the 
plan, you won 4 t have to advertise or promote to 
other groups, a* your brochure will tong in more 
sponsors and more busi n ess^a uromafieally . That is 
the chain latter feature of this program; once the 
rhain te started it itist gets lo nge r without a n v effort 

wt Wjjfl I tO aitil ivu ' tt jsiet _ ' */ **• . 

on your part. Unlike a chain letter, you get all the 
money, less sponsor fees, that is generated . 

Why is this concept valid? It is a proven concept 
in two respects; First, many firms are making a lot of 
money selling products through fund-raising groups. 
They ship the product to groups on open account, 


causes by product sa l es is valid and going on aH the 
time. The second feature, sending letters to others to 
raise money, is the standard method used by larger 
" groups to solicit funds. Fund-Raising by mail is the: 
keystone of tne Cnanty industry. Afi this program 
does is put the two concept s to gether, and make it 
easy for groups to raise money. Under this plan they 
don’t have to have any product shipped to them. 


something locally, they don’t have to keep books or 
b other with sending in money owed. All they have 
to do is order some kiS their members send out by 
mall. The kits cost them noting, and they take no 
risk in trying the plan. 

The Produ ct 

Here’s my idea of how you can structure this 




this, but a s uggested sta rting plac e for you r thinking 
about this program. First of all, the product. This te 
important ; it s hould be a product that everyone ran 
use. Stay away from esoteric junk that few people 
re ally want. While you will get orders for this 
because of the power of the program, it leaves the 


A se cond thought about the product is t hat y o u 

should control it. That is, you should make the 
produc t or have enough control over th e source of 
theproduct to to sure that you can get enough to fill 
orders. When this thing starts toroll, you’ll to selling 
y our pr oduc t in millions of unit s eve ry year, and if 
you are eonstentiy trying to get inventory or always 
falling b ehind Irr shipment s, you wil l destroy 
yourself. I would suggest an exce ll en t starting prod- 
uct would to name and address labels. Everyone 
can use these, and even if they have some on hand, 
they don'tfeeitod about ordering an additional sup- 
ply. Address labels can to manufactured inexpen- 
sively with a modest amount of equipment. You 
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or^rimcdy.Yc un.eda typ„ e mng devicesuch.it 
UT>m P u 9raptnc Typesetter, which can be obtained 

' ™-*^**m ^ prograrnmeS 

vUtt BF , and some padding racks. A programmed 

C L r ' s one with a memory device that automatical- 

ins. uct$ the cutter to move from cut to cut. Pad- 
dmg racks are simple wooden devices used to put 

° n a ~ 5 j sck of Paperjoaded into them. Then 
an ad hesive s o l utio n is p ainted on the avnon c d cu r 

PAd * HUS' 

each'sh-'f 81 * tjme ’ n hat 18 ' *0° different names on 
each sh««t on a small printing press. Since the press 

S W ’ r,tr. 5 | ,00 ° ,rnpress,ons an hour, if you 

du-- finnH« S ‘ n 018 ° f 1 ’ 000 ’ your press could pro- 
duce 5uu differen t ord ers pe r hour . You could print 

MT me nton «d. — W " h *» eqUlpm€ni 1 

^ ou c* 11 choose other products if you don’t 
wanrto control your own, bat be sure that you can 
get en ough p roduct to meet your order level. Here's 
a coneepHor a product that once you get this thing 
- mg, and you re dealing in millions of units a year 
will give you a tremendously attracti ve p rnrjnr t with 
practically no limit on the number of them you can 
produce, and that is io work with major manufac- 
turers in printing up books of cash rebate coupons 
on their products. Now these manufacturers are 
spending millions of dollars to distribute these 
coupons by printing them in magazines and putting 
newspaper inserts and all othe r w ays, and if you of* 
erJfWTi a way to distribu te million s of their co upons 
at n» co st to them, they would l ump a t the chance, 
“Jrtj t0 p^ h er a o{ coup ons that 

l A n -i -m « * 


; wt casn re Da t es 

sold tor 3 dollars it would be a tremen- 

wnu w JT to ai ‘ the people receMn a It, and 
would help groups raise funds, and genera te hot 

only more busines s for the man ufactu rers, but a lot 

of good will from the fund-raising groups. In addi- 

non to that, they get the effective sponsorship of 

these groups for their prod ucts, something they 

TV - ^. f ° r any amount of money Once you got 
a e this would be a product you could pr om ot e 
and produce year after year, having repeat offers 
gomg out through all your clubs and organization,. 
The product appeal is important. It should ap- 
_ -tQ-wonien, bec ause they wi ll rep re se nt 90 % of 
your business. You will also want to keep the prod- 
uct cost at around $5 or under, and because you are 
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Contest 6 S weepstakes 

m2?** P S^ C dI S 

wigs, mink coats, high fashion wardrobes and 
- Bk^l^u-can get some real excitement into this 
~ pr ogram . To find ntjf foa K ga t run, nf m.-, a 

„„ . „ I _ 0881 W of pnzes to offer 

use ^gehstakes consulting orga nization 
, d e op Vour program , and you could also study 

n 0f l e , rs ° f major i™ 5 such as 

thr^_ D| 9«st, Publishers Clearing House, and 

» you 

_ — jd ODe fl lot of T GS€3fch at' - " 
some expense to discover which are the most ap- 
pealing and you can follow their iead and save the 

m . .Jr^ !. ^ t rn, de f ° Pi ^, a sweeps c °ntest is 
tmi ****** wno specializes In them , as I said, and 

U y°u some names at the end of this article. 


The Do uble Prize Concept 


Here s a gimmick you can use in the sweeps 
contest to inspir e c lub mem be rs to s end out mut e 
letters with the product offer than they miQht without 
this inducement. You could put in a rule that 
whoever wins this sweepstakes prize will have a 
sponsor Th at s ponsor wffl be titrper ion who sent 
them the offer. The sponsor wins the same prize as 
the w inner Thus, if y ou ar e a i u t no »™a n * — 

an ? one ia<ly_wins it, the lady who sent her 
me offer also wins a Rolls Royce. Now this concept 
will make it easier for you to get new sponsors 
y ° ur brochure recruiting program, by 
reminding the person receiving the order that if they 
hetent to a group who will become a sponsor, 7h*y 
ca n have as many add itional ch anc es t .-. J,, u 1 
pf^^as the letters they send out. 

So the structure is a useful product, offered by 

mall » with a chance ^ 

■ ■ <gilv g *** w m a sweepsp |^^ 5 prize f 


either by ordering a product, or sending a Setter 
offering the produet. 

The Solicitation Piece 


The piece the member sends out- to -get orders 
can be very simple, My concept is simply printed on 
an SV 2 x 11 sheet of paper, folded into three sec* 
tions, and on the flap of the piece when they poll it 

of the gn uekun# i s a n lara tf it un n jut 

by the sender as to the reason they are sending it, 
and any little persona! notes or things that they want 
to write to a friend or relative . Then when they 
it up , there 5 a general statement about helping 
others through charity, and this would also act as the 

would be the sweepstakes prizes, plus a picture and 
brief description of the product. This should be In full 
color, and professionally prepared. That is all you 
need to get the orders rolling in. Look at this again: 
Here you have one piece of printed an d folded 

paper and some reply envelo pe s , the clu b ord ers a s 

many of these as they need, and you can suggest at 
least 25 far each me mber an d K mom Korc mail 

* w w » WWWTI * • I W III WV I * Mi I M (11% i I Hg. Ill J I f irt 1 1 

them in their own envel ope and pa y their o wn 

postage^ So you have only the cost of the prin ted 


matter to the club, who distributes It to the members, 
as your mailing expense. 1 wiii guarantee you that 
no one will get .into the mall cheaper than that. 

The expected returns fromrftiie’ elfeohcfalt- 
run easily 50 to 80% of those mailed out. 
Remember this: A request is coming from a friend, 

order. No amount of copyrighting can replace that 

false funds. The only big problem 1 can foresee is the 
stringing out of orders, but if you have members put 
a deadline on orders, then you can get the orders in 
much faster, and you can deliver the organization a 
commission check on a specific date. 

The standard commission offered by present 
firms using thi* product jarogram Js 50% to the dub, 
b ut s i nce you elim inate the need for handling prod- 
ucts, unpacking and packing, selling and sending in 
the money , you can probably do it for 40 % , This 
gives you a 60% mar gin o n a sale, and this should 
offer you a fine profit. The question of whether you 
are honest about sending them the money due 
might come upl and you can offer to send th em a 


computer print-out of a il ord ers sent you from their 
mailings if they wish to have it. Each member car. 
check and see who ordered and how many times 
they are qualified to win the sweepstakes prize. This 
will eliminate any question of whether you paid 
them what was due. 

A word here about the computer: You wiii 
need one to keep track of everything you have 
oromised I woul d tt in n g ef 1 1 ru t U a na a 1. 1 ,i|i. , 1.1 

r 1 * wwutu auyyssai lllfli yuU nave a mSinOQ 

01 imprinting fne order forms witfT the group s T.D. 
number, and a place for each member to put an 
assigned number. When the order comes in, this 
oecomes me customer s number, so when 
sweepstakes prizes are Awarded, the sponsor’s 
number will come up automatically to receive the 

Your sw e e p s takes offer can be advertised quite 
easily. You can make if for one year duration from 
the tame yo u se nd out your first kits. This will give 
you ample time to amortize the cost of the orders. 
Since 1 sugge s ted you offer th e groups a 40% com- 
uliMIUI| i y uu “it uk me aaaioonai iu « to amortize 
your sweepsta kes cost . To get an Idea of how this 
might work under optimum conditions, here’s a pro 

tStlft fl whfl t k in d ild Kau g 
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available for the sweepstakes off er . If you start ed o ut 
w ith a mailing to 1,000 groups and organizations of- 
fering them your plan, and just 1% agreed to try it, 
you would have a startup of 10 groups mailing out 
your ci rcular s. A ssum ing the av erage group: 
generates 50CT orders, 10 groups would generate a 
total of 5,000 orders at $3 e ach, or $15,000 gross. 
Yo u pay 40% or $ 6»000 in commit 

sweepstakes contest, which leaves you $7,500 toffll 
: Qtd*i » a nd pay your overhead. W e’re going to 
assume that the cost of the product in the mail that 
covers all costs Including o verh ead is $1, so you 
have $5,000 cost to fill orders, and you have a net 
profit of $2,500 on your first cycle. 


to participate works at the rate of Vi of 1% of al! 
orders shipped. Ten groups would generate 5,000 
orders, and V 2 of 1 % response to your pitch for new 
sponsors would bring 25 g ro ups from the first mall- 
ing , This u/ould mean that your gross business 
would increase in fnc re iYi a Fi tg % far park nam 

” wu,, - i ** *« »• * w iwiciusiiie vt j ivf sown new 
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giving them all the publicity they are going to get 
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i~ gl t his t r eme ndous inc rease in — tho usand s of tittle c hecks th at must fe jnwawed ■ 
lire's the wav 1 would put lomi real Th i s kind of an account l« not exac t ly a bartksi's 

woehure to net new arouns to ioin dream, but when the banker discovers that you will 
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—would hold all orders coming in from a group until tolerate you and perhaps even love you! Look for a 
the cutoff 
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cash fill out bondingHorms. You don’! necessarily 
nave to have them bonded, but you don’t tell them 
that. Have your accountants and purchasing people 
bonded, as they can really hit you hard, but order 
openers are going to clip you tor a few dollars a day 
no matter what you do. You want to get s omebody 
in who can tell you how to develop a good system 
tot.. handilng_Jthis_, without- losing a great deal of 
money and- - causing a lot of headach es in the 
organization. I can assure you that no matter how 
stringent or how stri ct your system is, they are still 
going to beat you, but the idea is to make it as dif- 
ficult gs p os sible It s a bs o lu tely 


cujpiuycc u i*5ii is rampam ioaay an a getti ng worse. 

You have to thi nk of all of them as potential thieves 


catalogs to raise funds 2 or 3 times a year 

Doing this will give you a stable of groups who 
are actively using the program and raising money 
the easy way a l l year long. There is a huge potenti al 
cash flow to be developed here from a very modest 
start. If you move in cycles and increase your spon- 
sorship, gross b usiness and net profits in geometric 
jumps of 5 for e ach cycle, yo u are li te rally ex- 
ploding. The potential is there, all you need is a 
product, mailing piece, and guts enough to give it a 

than in good times, so the worse the economy gets, 
the better your action is going to be. 
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club has successfully raised money with "your first 
item, you want to send diem the offer on your sec- 
ond item with a new contest and ev en better pr izes 
at perhaps a slightly higher price so they can make 
more money. After two or three single item cycles, 
you can start building a catalog of Items they can use 
to get more money from their efforts. This should 
develop into a 3 or 4 times a year event for each 

t 




e inter- 


loan service. Th en t here is a tape on the .value of 
sweepstakes, by a firm who organizes them, and the 
price for the tape is $1.00. It's ta p e No. 16-0Q&9JH 
from Direct Marketing, 224 7th Straet, Garden City, 
New York 11530. 

So there you have the basic concepts and some 
sources of infor mation about a legal chain letter 
operation that can Ittpraihi nrrtiu ^ ~tin y 

short time. 



